
 

December 2016 Market Report 
Area 100, Greater Reno/Sparks 

 “With the recent slowdown in sales and the leveling in median price, many are asking, “Are we looking 

at another real estate bubble?” said John Graham, 2016 president RSAR. “All the indicators say no. If 

you look at pending sales, unit sales, new listings and median price there is no one factor that is out of 

alignment or indicating signs of a bubble. They are all following a more seasonal trend.”  

 

 The median price at $299,950 is down 3.2% from November and up 3.6% from December 2015.  

 December unit sales at 518 are down 3.2% from November and up 3.2% compared to December 

2015.   

 December new listings are down 27% at 316 compared to November and down 13% from 

December 2015.    

 The Reno market remains in a seller’s market, at 3.0 months supply of inventory.  A months 

supply of inventory is the time it would take to exhaust the active and pending inventory at the 

current rate of sales. 

 

Conclusions 

 Reno-Sparks market performed as expected. The number of units sold averaged 546 units per 

month, which is typical. Even with monthly highs and lows in unit sales throughout the year, the 

Reno-Sparks market historically averages between 500-550 sales per month.  

 Unit sales for 2016 were 6,559 up 3.7 percent compared to 2015 at 6,323.  

 The annual median sales price at $304,990 in 2016 was up 9% compared to 2015.  In 2015 the 

annual median sales price was $280,000 up 14% from 2014. 

 New listings in 2016 increased 8% compared to 2015. 

 Properties are remaining on the market an average of 107 days compared to 104 days in 

December 2015.   

 Sellers are receiving an average of 98.2% of list price compared to 98.3% in December of 2015.   

 Even with the slowing in sales during this time of year, the Reno market remains a seller’s 

market at 3.0 months supply of inventory  

  



 

Market Insights 

 Market Insights continues to be enhanced for members of RSAR.  Now under each tab, more 

filtering options.  All the data can be drilled down to show buyers and sellers a variety of facets 

of the market, i.e. demonstrate the number of homes sold in a particular price band that were 

built after 2010.     

 Members who are not using Market Insights in their business, please feel free to contact the 

Association office for information on how to access to this valuable tool. 

 

 
















